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Marketing cut flowers 
Flower business blossoms 


FRUIT, FRUIT PRODUCTS 


Hot line to the market 
Lauching pineapples in Sweden 


FURFURAL 


Furfural: an export from waste material 


HANDICRAFTS 


KETA: a force behind exports 
Advice: handicraft marketing 


XV/2 Apr-June 79 p. 


XII/3 July-Sept 76 p. 


XVI/4 Oct-Dec 80 p. 
XV/1 Jan-Mar 79 p. 
XII/4 Oct-Dec 76 p. 


XVI/1 Jan-Mar 80 p. 
XIV/2 Apr-June 78 p. 


XV/1 Jan-Mar 79 p. 


XV/3 July-Sept 79 p. 
XII/1 Jan-Mar 76 p. 


HONEY 


Upswing in the honey market 


PEPPER 


A promotional campaign for green pepper 


PERISHABLE FOODS 


Hot line to the market 
Shipping perishable foods 


PIPES 


Relaunching a consumer product 


PYRETHRUM 


Pyrethrum: its safety sells it 


SPICES 


Spice promotion in the United States 
Prospects for spices exports bright 
A promotional campaign for green pepper 


TROPICAL FISH 


Imports play key role in tropical fish market 


XIII/3 July-Sept 77 p. 21 


XV/4 Oct-Dec 79p. 9 


XVI/1 Jan-Mar 80p. 8 
XII/1 Jan-Mar 76p. 4 


XII/3 July-Sept 76 p. 4 


XII1/2 Apr-June 77 p. 15 


XVI/3 July-Sept 80 p. 8 
XIV/1 Jan-Mar 78 p. 7 
XV/4 Oct-Dec 79p. 9 


XV/4 Oct-Dec 79 p. 19 
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